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ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO 2077 
August 19, 1964 
THE CHATRMAN: Well, gentlemen, as 
we have a quorum the meeting will come to order, 
We will be hearing this morning from Mr. D. W. Rolling 
of Toronto, who is representing the Retail Merchants 
Association of Canada. Mr. Rolling? 
MR, ROLLING: Thank you, Mr. Chairman, 
I want to apologize first that some of our delegation 
is not here, coming in from out of town, Perhaps 
traffic delayed them. And to clarify the situation 
for yourself, Mr. Chairman, and members of the Select 
Committee, we represent today the Retail Merchants 
Association of Canada (Ontario) Incorporated and 
our members are independent businessmen -- large, 
medium and small, This is representative today of 
the retailer who is in constant contact with the 
consumer for the sale of goods either by credit 
or cash, None of these people are experts, none are 
other than independent businessmen, 1 might say, 
before we begin, that some figures that were given 
the other day -=- one in particular by myself is was 
the total retail business done in Canada and we have 
now secured a breakdown of those figures to show 
what is we consider the pure retail figures and the 
figures that I gave you the other day included such 
things as the sale of alcoholic beverages, garages 
and filling stations, lumber and building materials, 
restaurants, fuel dealers and, of course, miscellaneous, 
We think that these figures will be of assistance to 


the Committee and to qualify this further reference 
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books that we have used -- I prepared it in the last 
two days =~ have been requested and I am glad to 
state that all those reference books will be made 
available to yourself and the Select Committee on a 
loan basis for an indefinite period, 

This is a breakdown of the figures 
from the Dominion Bureau of Statistics for 1962. 

Also, Mr, Chairman, I have two 
charts that I will make available to the Committee. 
The estimated retail chain and independent by kinds 
of business in Canada and Ontario. These are broken 
down to grocery, general store and department store 
and they are reasonably late figures from the Bureau 
of Statistics. Also an estimate of retail trade by 
Provinces and kinds of business which points out the 
Province of Ontario, The sources of this information 
are at the bottom of the charts. 

MR, MACDONALD: Mr. Chairman, may I 
ask about the 18 billion figure we got a day or 80 
ago --= 

MR, ROLLING: That is the last figure, 
Mr, MacDonald, by the Department of Statistics for 
the year 1963. 

MR. MACDONALD: In other words a 
year later than this? 

MR. ROLLING: Yes. 

MR. SEDGWICK: This figure would be 
a little over 17 billion. 

MR, ROLLING: That is correct. That 


would be for 1962, Your increase would be reflected in 
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two ways -- one, your increases in prices of commodities 
as well as the (rest of sentence garbled). 

Some other pertinent points that you 
may find of value, There are slightly over 60,000 
retail outlets in the Province of Ontario, These, of 
course wcu:d have to be broken down into service 
types of independent operators as against the type 
who would be handling actual products for resale. 
Actually across Canada there are approximately 
180,000 retail outlets of which 9,000 some-odd, 
practically 10,000 would be composed of department 
stores of four or more ( ). These figures too, 
on a breakdown, are available here if they would be 
of assistance to the Committee. 

THE CHATRMAN: Yes. If you would 
supply the Secretary with copies that would be useful. 

MR, ROLLING: The delegation that we 
have present today represents a cross-section of the 
independent retail trade and we are prepared to the 
best of our ability to answer any questions that the 
Committee may want to ask. 

THE CHATRMAN: Would you care to 
introduce the other members of your delegation? 

MR. ROLLING: Yes. We have Mr. 
Walter Boys of Woodstock, Ontario who owns two 
independent appliance stores. Our President, Mr. More 
on my right is in the appliance business in Stayner, 
Ontario. Mr. Allen B. Collis is in the car business 
in Peterborough, Ontario. 


MR, MACDONALD: What business? 
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MR, ROLLING: The car business, Two 
of my delegation is missing, one man from Kitchener 
in the camera and supply business and one in the 
men's wear field from Toronto. Perhaps they will 
come later. 

THE CHAIRMAN: If they do come later 
we would appreciate you introducing them. 

We will proceed then with any questions 
the Committee might have, starting with Mr. Sedgwick. 

MR. SEDGWICK: Well, Mr. Rolling, you 
don't have any written brief? 

MR, ROLLING: I beg your pardon? 

MR, SEDGWICK: You don't propose to 
present a written brief? 

MR. ROLLING: No, Mr. Sedgwick, we 
have already endorsed the brief given by the Retail 
Council, in conjunction with our organization. 

MR, SEDGWICK: I was just going to 
ask you that. You then of course know that the 
Committee is concerned with consumer credit, not really 
with retail sales, except to the extent that retail 
sales involve consumer credit. Firstly, about how 
many members are in your organization? 

MR, ROLLING: This was stated in the 
prief, in the beginning of the brief the other day, Mr. 
Sedgwick, on the first page. 

MR, SEDGWICK: Oh, I see, in the 
Retail Council's cries, 

MR, ROLLING: It would represent 


approximately an active membership of Slightly over 
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4,000 in the Province of Ontario. 

MR. SEDGWICK: And to what extent 
do your members extend credit to consumers’? 

MR, ROLLING: This would be difficult 
to answer as an absolute figure, Mr. Sedgwick, but 
we would perhaps be safe to estimate that generally 
across our membership I think I would be close by 
stating that perhaps 30 to 40% of the business they 
do may be some form of consumer credit. 

MR, SEDGWICK: And as they are small 
and independent merchants how do they do their 
financing? By that 1 mean do they carry the debt 
themselves or do they refinance with finance companies 
or do they go to a bank -- how do they do that 
financing. Let me give you a concrete example. 
suppose I go into the gentleman who sells cameras 
and bought a hundred dollar camera and gave him 
twenty dollars down. How would the camera man 
finance the remaining $80.00? 

MR, ROLLING: I think, Mr. Sedgwick, 
to give you an answer to that, many independent 
retailers would carry some portion of their credit 
themselves. And some portion of the credit may be 
carried by outside finance companies whom they may 
use, 

MR, SEDGWICK: Yes. That is, they 
would assign the debt. 

MR, ROLLING: They may. 
MR, SEDGWICK: In those cases they 


would assign the debt and the obligation to pay would 





‘Relies. Jats etani tes ol vetse oo acer tay brtom 






We saxty of bigow | wundtte I atderctmen “tug on) 
ibn? sopnite/c 206 lo 8H of ‘OS euaneng: Tay yalinda: 
HAG “Te eas Aes amg séo Uae os ie 























Picerers vade ast, >a 
ba ots i~ > Wan Svante Venema Gas 
p pers Vis ba 9? ob naew 2 tag? Vl PeROeeaED 
1 48)% soomaf isd yetd ef ap wow fonasdd 
4 -- one s 03 o@ Yene eb ae | f 
iomca £ pot-eves ee gen PUL ORBALY | 
w oanhiger, ait open oa esaqgque 
jiaceo iwileh besties) aeaieei ame 
5 2°nte Bas tdaow woe Ho aration qtapwe. 
| | 1d” .O8P artataamies, ott sonaat’ 
| Ae  ,*] re . sOROITOR, ae _ a fT ci 
iG hMonrghal, Vantaa Ao ewe ie Oe ota ee 
rae ss 


ww! Go tide erode vrteo Sitow 


o von “f>ete gf te -neléteq ente 644 | 





Yan yadd mete ‘eesuaquos eoranl ) et fetue are 














7 : 
7 I 
; q 


a Ye (elas eet eaten, for 












i : 7 





ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO 2982 





be an obligation on the customer to pay the finance 
company and the finance company would look after it, 
is that right? 

MR, ROLLING: This is right. 

MR, SEDGWICK: Then I suppose if the 
customer defaulted the finance company turns the 
statement back to the dealer and the business of 
eollection becomes his. Is that right? 

MR, ROLLING: This would vary, Mr. 
Sedgwick, Some finance companies may handle the 
paper with no recourse and other may handle it with 
recourse. In other words the sale in that particular 
case repossession may take place, as you mentioned, 
on the part of the finance company on default. On 
the other hand it may be given back to the retailer. 

MR. SEDGWICK: We were furnished 
yesterday with samples by Swen Cece and Eatons 
and Freeman's and Morgan's, and in each case they 
showed their finance chances expressed either in 
absolutes or expressed, in the case of Morgan's and 
Freeman's, as a percentage of the balance of the 
previous month. Do your members, or do any of them, 
have similar charts as to their finance charges? 

MR. ROLLING: I think generally I 
would have to answer that by saying no, umless they 
were handling it through a finance company; then the 
chart would, of course, be se 

MR, SEDGWICK: Then, of course, they 
would adopt the chart of the finance company, would 


they not? 





i A . he ee oy 
Eanes et can > AANOIENG WF A 
we 


a ita tipi Bitte Pisquias wasan? ost 







° 






Chett at anit -PYRRIGA aS hy oe on 





— Ye. * 7 " it} — on , 
a tt 




















T ot 
Pr an eo Meee Ss cb nts 
aie Oe Reed cso 


i eda 


, Siteewe’ Sonal’: gop) eee 
atcw 2 bi Te ng est oo" Si aee Pa 
f . 53. Yiny oeesancqars Simi 
Gao 2onan. lL say Ie —- wae. i) 


—T 2. Huth we ysat 32 baad saute ed | 


or / a“ One? TOM tt ia a? er tia | au = 


re oie 
Ce baee es amet epamt eke oweihe ° 


jue 0) cateip Yo eneh act RC foaseTgxs Be) soso | 


f 


ToINnsAe. 2 en ae nis, oa" Ramat | A hag 


7 
> i ¢ 
ho as 


Wo to Stain Teg ot OOM, BRE 
tLous od By oPrsisy rah bia 
. = 7 ow 
U iolnw (on paludn «a taste ie ae 
wat jie eee vcoAag>) -f ogy vr nt it 


ye ot sori 6 okie 







LL Ee i i ‘ 
ri - ‘1 
to stoning: 





ANGUS, STONEHOUSE & CO. LTD. 
TORONTO, ONTARIO 





2983 
MR, ROLLING: In that particular 
case, yes. 

MR, SEDGWICK: Well, coming back to 
my $100.00 camera and the $80.00 balance which the 
camera merchant held the debt himself. What would I 
pay aS a service charge for, say, six month's credit. 

Is there any fixed fee, or does he make his own mind 
up? 

MR, ROLLING: Well, this would vary 
particularly if the man was going to carry it himself. 

I think this perhaps could be answered for you if 

we apply this to the appliance business instead of 
the camera. I would call on Mr. Boys of Woodstock 
and perhaps he could furnish an answer for you on 

that. 

MR, SEDGWICK: Well I think it would 
be helpful because it is only in that aspect of retailin 
that this Committee is concerned. It isn't concerned 
with the point of sale except to the extent that the 
point of sale involves an extension of credit. By 
that I mean, if the grocer sells groceries and is paid 
cash, that isn't really the concern of this Committee 
because there is no element of consumer credit involved. 
I don't think this Committee is much concerned if the 
grocer sells on a Monday and is paid on Saturday because 
really that's a very ephemeral consumer credit and 
involves, as I understand it, really no cost to the 
consumer, Whatever the customer gives may be on 


Monday, he pays that amount on Saturday. This Committee 
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is concerned with those cases where a charge is 
collected for credit. And if Mr. -- what was his 
name? 

| MR, ROLLING: Mr. W. W. Boys of 
Woodstock, Ontario. 

MR. SEDGWICK: I'm sure the Committee 
would like to know what his practice is, how he 
finances that extended credit which involves finance 
charges. 

MR. BOYS: Mr. Sedgwick, I can only 
speak from my own experience of 19 years in this 
business. At the start, as many others, I started 
on a shoestring so my credit extensions have been 
entirely through finance companies. 

MR, SEDGWICK: By that, you would 
have available, just as an automobile dealer does, 
the finance company's form, is that correct? 

MR. BOYS: That's true. 

MR, SEDGWICK: And then when -- let us 
move into the refrigerator, this is along your line -- 
then if I bought a refrigerator and paid so much cash, 
you would complete the finance company form, have me 
sign it and then discount the figure with the finance 
company, is that correct? 

MR. BOYS: That's true, and we would 
invite the customer to make the payments in our store. 
We keep you coming in to see us and we keep in touch 
with you and make sure that you are satisfied. If you 
make payment# yourself to the finance company, the 


finance company will advance me the total unpaid balance 
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of the contract. 

MR, SEDGWICK: Then as you made 
selections -- I suppose on a monthly basis -- you 
would prepare a form showing the collections paid, 
the money would be sent to the finance company and 
ultimately, if all went well, each particular note 
would be liquidated in that way, is that right? 

MR, BOYS: That's true, 

MR, SEDGWICK: Well then, you said 
that was what you did when you were not able to finance 
it yourself. Do you now, to some extent at least, 
do your own financing? 

MR yoBOYS: | About two-thirds. 

MR, SEDGWICK: About two-thirds. And 
do you have any a do you take a note, for instance, 
do you take some security or collateral itself’ 

MR, BOYS: We take the = in many 
cases of customers of long standing with number one 
records we perhaps just have them sign the invoice. 

MR. SEDGWICK: Yes. And then, let 
us suppose the refrigerator is $500.00 and $50.00 
is paid down and the balance is to be paid in nine 
equal payments of $50.00, That would be a not unusual 
transaction, is that right? 

MR, BOYS: Well, usually there will 
be a finance charge. 

MR, SEDGWICK: Well, that's what 1 
was coming to. What finance charge would be added? 

MR, BOYS: It is based on 9% per 


annum, 
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MR, SEDGWICK: Nine percent rer 
annum, You say it is based on that. How is it 
expressed to the buyer, to the customer? 

MR, BOYS: In dollars and cents only. 

MR. SEDGWICK: Yes, in absolute figures 
Does the customer know at the time of purchase that 
if credit is extended how much additional he will 
pay monthly in order to cover the service charge? 

MR, BOYS: Oh, definitely. 

MR. SEDGWICK: And he knows, you say, 
in dollars and cents. I'm looking at the Simpson-sears 
and if the amount outstanding were $500.00 the 
monthly service charge would be $6.00, as shown on 
their statement. Would you express it the same way 
to your customer? 

MR, BOYS: If the balance was $500.00 
and they wanted twelve equal monthly payments, the 
9% on the unpaid balance, which would be $450.00, Py 

MR, SEDGWICK: Letts take 500, it is 
easier to do our calculating. 

MR. BOYS: $45.00 would be added on 
the unpaid balance and then the nearest dollar will be 
added at so much a month starting on such and such a 
date. 

MR. SEDGWICK: Yes. Well then, let 
us suppose it is 12 months and $45.00 is added, the 
service charge would be roughly $4.00 a month, isn't 
that right? A little less, of course? 

MR CEOYS w0rrer. 


MR, SEDGWICK: So your deal with your 
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customer would be that he paid you the monthly payment, 
that is the $450 divided by 12, roughly $40.00, 
plus $4.00 a month service charge, is that right? 

BR, BOYS: That's true. 

MR, SEDGWICK: Now, would the $4,00 
a month be constant throughout the 12 months or 
would it be recomputed monthly on the declining 
balance? 

MR. BOYS: It would be constant. 

MR. SEDGWICK: It would be constant. 
So that of course you will appreciate that you are 
really charging much more than 9% because as your 
balance declines you do not have as much money at 
risk -- you understand that, of course? I mean the 
9% is just a figure of convenience which you use to 
compute the service charge, is that right? 

MR. BOYS: Yes. They are invited, 
of course, if there is any opposition whatsoever to 
our finance charge,and it is below the usual acceptance 
corporation charge, then I invite them very strongly 
to borrow the money from the bank or wherever they 
wish to borrow it, because I would rather have the 
eash than the finance charges. 

MR, SEDGWICK: Did you listen to Mr. 
Weir yesterday afternoon and the day before? Were 
you here then? 

MR. BOYS: I was here Monday, sir. 

MR. SEDGWICK: I see, well then I 
take it you take the same position that he took, namely 


that your merchants are not finance companies and the 
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less financing you have to do the better pleased you 
are. Is that correct? 

MR, BOYS: Yes, sir. 

MR. SEDGWICK: So again, coming back 
to my $500.00 refrigerator, if after the first month 
the purchaser decides to pay it off, the only finance 
charges he would pay would be the $4.00 for one month, 
is that correct? 

NR, “BOYS: ‘Thatta true; *yes. 

MR, SEDGWICK: There is no penalty 
BG08 1h? 

MR, BOYS: None whatsoever. 

MR, SEDGWICK: It's a flat figure 
throughout the term of your contract and he can pay 
it up when he likes. Suppose he accelerates his 
payments in cost? By that I mean, if his obligation 
is to pay $40.00 a month, one month because he has 
worked overtime, as Mr. White says, he pays $80.00. 
Do you reduce the service charge for the succeeding 
months? 

MR, BOYS: (Inaudible) 

WR. SEDGWICK® Oh, I'see, So if vat 
the end of the time the account is paid sooner, then 
he would have a reduction in service charge. Is that 
correct. 

MR, BOYS: Yes. We charge $4.00 a 
month for 12 months, for instance, and they pay it 
off in eleven, they get $4.00 off. If they pay it 
off in 10 months they get $8.00 off. 


MR. SEDGWICK: I see. 
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ME. BOYS: That isn't very clear 
to them I know perhaps because they haven't borrowed 
a large amount, as you say, at the beginning of the 
contract. We feel to get them back into the market 
to buy a stereo set, let's say, I would like to see 
them pay that account out or add to it, and that's 
why we give a large rebate. 

MR, SEDGWICK: I was going to come 
to the add-ons. If having purchased a refrigerator 
and made the payments for two months or four months 
and having discharged or nearly dischared that debt, 
they decide to buy a TV set, that would be just added 
to the same account, is that correct? 

MR.o BOYS: That's true. 

MR, SEDGWICK: Yes. And then the 
service charge would be recomputed on the new figure, 
is that right? 

MR, BOYS: That's true. A rebate 
would be given as soon as the first account is 


paid up. 

MR, SEDGWICK: Yes, and then you start 
with the new figure aie shall we say 600 a you recompute 
your service charge and you will recompute your 
monthly payments. Is that right? 

ME Bey oar Yes. 

MR, SEDGWICK: For how long periods 
do you extend credit? 

MR, BOYS: For 24 months. 

MR. SEDGWICK: I see. That's your 


maximum, is it? 
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MR. BOYS: And a minimum payment 

of $10.00. 
| MR. SEDGWICK: Yes. I Suppose you 
sell hard goods, do you? 

MR. BOYS: Hard goods and services. 

MR, SEDGWICK: Hard goods and services. 
Do you have any average? By that I mean do some 
people want six months, some a year, some eight months, 
some 24? 

MR, BOYS: They can have anything 
up to 24 months, and the kind of payments you feel you 
can make per month. It's a convenience, 

MR. SEDGWICK: Do you make any attempt 
to separate the operation of your credit department 
from the operation of your shop? What I am thinking 
of, sir, is the question of profitability. Do you 
find that you make money on the extension of credit 
or lose money. And when I say make money I'm not 
considering the fact that you keep people coming into 
your shop, because that's a facet of merchandising, 
but isolated from your ordinary business does the 
credit part of your business pay its way or lose or 
make money? 

MR, BOYS: I don't know what to say 
to this. I hope it does pay its way and it pays a 
little more than it should because it is a certain 
service to the customer that the cash customer does 
not receive and therefore it should pay its way and 
perhaps a little more because of our risk involved 


and our extra work, We have credit transactions of 
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34,000 possibly on our own books and it certainly 
takes up a lot of my time and a 

MR, SEDGWICK: Yes, of course. How 
big a staff do you have all told? 

MR, BOYS: Seven. 

MR. SEDGWICK: So that I take it you 
don't try to allocate the wages of those seven people 
as between selling and servicing and credit, is that 
right? 

MR. BOYS: Not a breakdown, no. 

MR, SEDGWICK: No. So you wouldn't 
have any accurate figures as to whether your credit 
department wins, loses or draws, is that right? 

MR, BOYS: You are quite right. 

Our monthly statement has nothing to do with the 
eredit part. 

MR. SEDGWICK: No. You lump everything 
together and profitability is measured by overall 
profit, is that right? 

MRY BOYS: Pives). 

MR. SEDGWICK: How many outstanding 
credit accounts do you say you have at this time? 

MR, BOYS: About 34,000. 

MR. SEDGWICK: That would be 34,000 
aifferent customers or -- 

MR. BOYS: No, $34,000.00, It could 
be perhaps 175 different customers. 

MR, SEDGWICK: And I suppose it is 
to some extent cyclical. That is it will mount up 


just before Christmas? 
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MR. BOYS: That's true. 

MR, SEDGWICK: About what would be 
the maximum amount of money that you would have to 
risk in that way at your peak time of year? 

MR. BOYS: Well, this is best we 
have done i 34,000. 

MR. SEDGWICK: 34,000, I see. 

MR. BOYS: As the business financially 
is able to carry more of our own accounts I find it 
is very,very beneficial to carry our own accounts 
because of the flexibility between ourselves and 
the customer. It's a personal obligation and it 
certainly saves them some interest, especially those 
that prepay, the prepayment is so much better He 

MR.SEDGWICK: If you handle it 
yourself, 

MRIVBOTS: exes? 

MR, SEDGWICK: I think you said, and 
I may be wrong, that about two-thirds of your credit 
business is now carried by yourself, is that right? 

MR, BOYS: That's right. 

MR, SEDGWICK: So if you are carrying 
about 34,000 there will be something like another 
16,000 or 17,000 which you are still financing with 
finance companies, is that correct? 

Bay pul.) Ven? 

MR. SEDGWICK: Would that be on larger 
items mostly? 

MR. BOYS: No. That would be perhaps 


clients we haven't been able to afford to carry. 
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MR. SEDGWICK: Oh, yes, I see, When 
you don't consider yourself liquid enough to carry 
any more you send them over to the finance company, 
is that it? You wouldn't have to make any selection 
by size or good or bad accounts or anything of that 
kind? 

MR, BOYS: No, but we certainly don't 
lose a sale by not financing it ourselves. It has 
become very prevalent that we find that we must to 
fill our sales and keep our present sales to finance 
our own people. 

MR. SEDGWICK: Thank you very much, 
sir. I think those are all the questions I have. 

THE CHAIRMAN: Mr. Irwin, do you 
have any questions? 

MR, SEDGWICK: Oh, I have one other 
question. I addressed my question to you, sir,because 
you are here, but do you think that your own experience 
would be reasonably typical of the group that you 
are presenting here this morning? 

MR, BOYS: I wouldn't like to say 
that, sir. 1 don't just get in touch with enough 
appliance stores to know their business. 

MR, SEDGWICK: Thank you. 

THE CHAIRMAN: Mr. Irwin? 

MR. IRWIN: Yes, Mr. Chairman, and 
I'll try not to cover the ground Mr. Sedgwick has 
covered. I would like to ask Mr, Rolling some general 
questions. In the extension of credit by these 


independent retail stores would any particular store or 
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an average pattern of all stores indicate that 

credit was extended in different forms, like there 
would be a conditional sales contract, there would 

by the cycle credit such as we heard about yesterday, 
a budget account and a straight open 30 day charge 
account, Generally speaking do the independent 
retailers use any one of these forms in particular 

or by preference. For instance would you find an open 
charge account in a retail operation? 

MR, ROLLING: To answer that as a 
general question I would say perhaps the forms that 
we heard about over the last two days are not in 
general use necessarily by retailers. This is, of 
course, governed by the size of their operation and 
to attempt to qualify that a little further, as a 
general rule the type of financing that you heard 
talked of by Mr. Boys would be more generally, I 
believe, in use by the retailers. 

MR, IRWIN: In other words, generally 
speaking a person buying an article would either pay 
for it entirely at the time or he would, if there | 
was a balance unpaid, he would enter into a conditional 
sales contract with the vendor. 

MR, ROLLING: This would be -= 

MR, IRWIN: This would be the general 
case. In other words, we are not likely to run into the 
cycle accounts or budget accounts such as is used by 
the department stores? 

MR, ROLLING: Not as a general rule. 


MR, IRWIN: The Second question I think 
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has been answered in response to Mr. Sedgwick, but 
the conditional sales contract which is entered into 
might be retained by the vendor or it might be sold 
to a third party finance company and in that case of 
being sold to that house, generally speaking would 
such paper be sold without recourse to the merchant? 
MR, ROLLING: I couldn't answer 
that, Mr. Irwin, as a general rule. The fact is 
some finance companies do have no recourse and others 
do not. But it has been a practice over many years 
and I speak now as though I am reasonably familiar 
with it as I've been in the finance business, that 
as a general statement the dealer is responsible 
for a repossession that is made. It could be returned 
to him in good or bad condition and he must be 
covered, if possible, if this event does take place. 
MR, IRWIN: Maybe, I wonder if we 
could get the terms here. If the paper is sold to 
that company without recourse to the dealer that would 
mean that the dealer gets his money and that's the 
end of it. He has no further liability or any other 
action that he has to take in regard to his customer, 
is that right? 
MR, ROLLING: Not as far as I know. 
MR. LRWIN: © But if there is recourse 
then the paper is turned back to the dealer and the 
dealer has to pay back the finance company and then 
take such action against the customer as he can by 
repossession or otherwise to cover the debt. 


MR, ROLLING: Except to repossess there 
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is not too much action he can take against the 
customer, His problem is to try to recover what he can 
on the repossessed merchandise. 

MR, IRWIN: In other words, the 
repossession might have been taken, or the action to 
repossess might have been taken by the finance company 
and then the article in question would be returned 
to the dealer to resell or somehow recover on it and 
in addition the finance company would be paid out by 
the merchant and then the merchant would try to recover 
the balance of the debt. 

MR, ROLLING: This is right. 

MR. IRWIN: Thank you. Then, would 
there be any basic or determinable difference in 
the amount of total finance charges charged to the 
customer on the conditional sales contract in the 
case of recourse paper or non-recourse paper? 

MR, ROLLING: I would like to have 
our President, Mr. More, answer that. He is in the 
appliance business in Stayner, Ontario and perhaps 
has had such an occasion. 

MR, MORE: Mr. Irwin, there definitely 
is a difference between non-recourse paper and recourse 
paper. But appliance people, my line of business 
particularly,don't use the non-recourse companies. We 
are trying to be competitive in the financing field. 
The use of recourse paper makes the rate pretty steep. 

MR. IRWIN: In other words, if the 
arrangement between the merchant and the finance 


company is non-recourse, the customer is likely to be 
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paying more in finance charges for the same initial 
advance than if it was recourse paper. 

MR. MORE: Definitely. 

MR, IRWIN: Could you give any idea 
what the spread might be? 

MR, MORE: I couldn't give it to 
Vou in Tigures, Sir. 

MR, IRWIN: Well to take Mr, Boys' 
add-on of 9%, supposing -- I don't know if it's true 
or not -- supposing this was non-recourse paper, an 
add-on of 9%, a recourse paper would result in an 
add-on of 10% . Would it be that much? 

MR. BOYS: Oh, there would be that 
much difference, 

MR, IRWIN: That much, Would it be 
11%? 

MR. BOYS: I..think so, 8ir: 

MR, IRWIN: Would it be 12%? 

MR. BOYS: Well, like Mr. More, I 
never use the non-recourse stuff. (Next sentence 
inaudible) 

MR, MORE: I would say, Mr. Irwin 
when you get a non-recourse paper you are getting 
close to the loan company figures. 

MR, IRWIN: Well perhaps it isn't 
important to tie it down, but there is a differential 
as far as the buyer of merchandise is concerned, He's 
likely to pay more in finance charges for the initial 
advance if the paper is non-recourse than if it is 


recourse. 
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Is it -- I was going te use your 
contracts, but it would be too general -- is it a 
practice among the small independent retailers to 
set up a separate company for the purpose of carrying 
out the finance arrangements in regard to the 
conditional sales paper? 

MR, MORE: It's not generally done 
in the small, independent retailers. It could be 
done in the larger operations, but not generally. 

I'm speaking of appliances. 

MR, IRWIN: The ordinary practice 
would be either that the retailer carried his own 
contract or he discounted them with a finance company. 

MR, MORE: That's right. You are 
speaking about sales, Mr. Irwin. Of course there 
are many things to be considered other than sales. 

We have a lot of service accounts -- going back tO 

the guestion Mr. Sedgwick posed <-- about how long, what 
interest charges would be applied to book accounts. 
There are many book accounts which develop through 
default, not by choice of the dealer and not by 
arrangement, but by default. 

MR. BOYS: This could vary, Mr. Irwin, 
too with the size of the operation. There are quite 
substantial service accounts and these may take 
from 30 or 90 or 120 or longer periods of time through 
default of the consumer not paying, no arrangements 
being made, 

MR. IRWIN: At the beginning -- it's 


an open account, yes. Well, this isn’t a question, it's 
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a comment which might be of some interest to the line 
of questioning that has developed. I make this 
observation as an accountant that where it does 

exist a separate company, the shares of which are 
owned by the merchant and the purpose of that company 
is to, in effect, finance the paper of the retail 
store, that my observation is that it is possible 
because of that type of separation to determine 

how profitable the finance operation is as distinct 
from the store operation. Would you agree with that? 

MR, MORE: Absolutely. 

MR, IRWIN: But where the merchant 
does not have a separate vehicle that operates his 
credit arrangements in regard to customers, some 
of whom may elect the open account, some of them 
may take the conditional sales contract and so on. 

It is very difficult to assess whether the service 
charges result in a profit by themselves. Lt'!segust 
an accounting problem, it isn't that the merchant is 
trying to hide anything. I just want to make this 
clear from my observation. It's just that it is a 
difficult processing analysis to be made. But where 
there is a separate vehicle, a separate company, then 
it can be made, it's quite possible to relate the 
income from the finance charges to the cost of the 
finance operation. So that you are not prepared 

to answer. 

The next question: Where there is 
a separate company in a separate finance operation, 


is it generally a profitable operation? 
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MR, MORE: I don't think it's 
possible for us to answer that, sir. I would say, 

Mr, Irwin, that taking reference to the finance 
companies there must be some profit in finance 
companies. (Laughter). 

MR. IRWIN: In the case of where your 
merchant is discounting paper with the finance company 
with or without recourse, is it customary for the 
finance company to pay the entire sum over to the 
merchant on the initial advance or is there not a 
reserve held back by the finance company. 

MR. MORE: Well, this may be dependent 
upon the condition of the retailer, I would say, 

Mr. Irwin; if they feel he is capable of buying 
back the merchandise they are advancing on, they 
aren't concerned about the debt -- 

MR, IRWIN: Supposing the merchant's 
record is a satisfactory one to the finance company, 
does not the merchant sometimes receive some kind 
of an income from the finance company as the result 
of his experience, 

MR. MORE: Experience rating. Well, 
there is some experience rating as such, say a 
small percentage of the charges. Usually in this 
case there are two rate charges, and again, as I Say, 
being competitive it would have to be absorbed in 
the retail sale at cost. If you are interested in 
giving the customer the best possible finance rate 
you can, so we always give them the cheapest rate 


charged. 
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MR. IRWIN: Assuming satisfactory 
experience, the merchant does gain some income from 
the finance operation where the paper is discounted 
with the finance company. 

MR, MORE: Well on paper it might 
look this way, but it doesn't -- 

MR, IRWIN: Well, I'm not speaking 
about whether it is profitable to do so, he does get 
a receipt of some kind from the finance company? 

MR, MORE: A little bit of rebate 
set up, yes. 

MR, IRWIN: Then we touched on 
another point. Is it likely that customer A who 
comes in to buy an article, Mr. Sedgwick's refrigerator, 
and customer A in your books is not a very good risk. 
Customer B comes in to buy the identical article 
with the same down payment and in your book he is 
a very good risk, he's a good customer. Would the 
merchant charge customer A ae perhaps by prearrangement 
with the finance company, I don't know bs in other 
words, are there two schedule of rates? <A gets this 
rate and B gets that rate? 

MR, MORE: I mentioned there are 
two sets of rates in some companies, Mr. Irwin. Again 
I say (rest of sentence inaudible) I would say, your 
question, you know we don't operate this way. This 
practice may occur in some businesses but not in mine. 

MR. IRWIN: These rates when explained 
to the customer -= I know that they are explained from 


my observation, the customer gets a statement of the 
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deal; the article costs so much, the down payment 
is so much and there is a net balance due and then 
the add-on of the charges and there is a total balance 
or aggregate balance due. Would it be a common 
practice to indicate the add-on charges as, say, 9% 
of the unpaid balance? 

MR, MORE: As opposed to the dollar 
figure? 

| MR. IRWIN: Yes. 

MR. MORE: Well, in addition the 
dollars and cents would have to be calculated out. 

MR, IRWIN: I always wonder if 
somewhere you say we are adding on 9% of $100.00, 
therefore it is $9.00 and you are going to pay $109.00. 

MR, MORE: There are two types 
of customers, I find. There is one customer who 
is interested in percentage and he's very quick to 
calculate his own percentage rate, He takes the 
dollars and cents and applies them to the balance. 
The other person is not interested in the percentage 
put the number of dollars. You are dealing with 
different types of people here. 

MR, MACDONALD: This is the first 
person who has admitted there is a customer who 
is interested in therate. 

MR, MORE: Oh there definitely is, 
Mr, MacDonald. 

MR, MACDONALD: We have been going 
for a year and this is the first time it has been 


admitted. What percentage of your customers would be 
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percentage customer? 

MR, MORE: Part of it depends on 
the influence of education. 

MR, MACDONALD: Well, could you give 
us some idea of the percentage of customers you would 
have who were interested in the percentage rate as 
opposed to dollars? 

MR. MORE: Very small. 

MR. MACDONALD: Very small -- 10%? 

MR, MORE: Yes, possibly. 

MR, REILLY: Repeat that again for 
Mr, MacDonald, will you? It is 10% or less that would 
be interested in making the inquiry. 

MR. LAWRENCE: Just because you 
interjected that, the 90% ought to be enlightened 

also. That's what we are trying to do. 

MR, REILLY: I just wanted you to 
know that 10% are interested in the answer. 

MR, MACDONALD: I appreciate your 
correcting me because I was engaged in another 
Paine nti ei (Laughter). I agree with something 
that Mr. Bukator said, though -- this is the proportion 
of our task. Because if we can educate the other 90 
we can free a lot of money that has been wasted in 
credit today for sales and consumer goods and boost 
the economy thereby. 

MR,LAWRENCE: Start 40 years ago. 

MR. MORE: There are certainly a 
great number of people who would be interested in the 


percentages. 
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MR, SEDGWICK: You said some people 
ask, 

MR, MORE ;: That's quite straight- 
forward, that they do, 30% of the people do ask. 

MR. IRWIN: Justotercall ior, your 
opinion on the matter -- supposing the add-on rate 
is 9% and the dollars are also clearly shown -- I 
think that is essential -- would there be any objection 
by anybody, by any customers, to having that there? 
MR. MORE: Very rarely because, as 
Mr. Boys pointed out, we give them the option of 
borrowing this money from any source they desire. 

If they have to pay extra money because their bank 
credit is not good, so they pay the extra money 
willingly. 

MR, IRWIN: In other words, if the 
statement of the deal clearly shows the unpaid balance 
and the total of the dollars of the finance charges 
and also clearly shows the aggregate of the payments 
to be made and also the monthly payment that has to 
be made over the number of months to equal the 
aggregate, certainly I would think that everybody 
would want to know that. You would want to know it as 
the merchant and they would want to know it as the 
buyer. But if in addition you added a line which said 
these charges are an add-on of 9% of the unpaid balance, 
would you have any objection to saying that? 

MR, MORE: No. 

MR, IRWIN: Would the customer have 


any objection? 
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MR. MORE: I think there might be -- 
if we could say it was 9% I don't think anybody 
would fight about this. The point that I would 
object to would be calculating this actual amount. 

MR, IRWIN: You mean working it out 
to the last decimal place? 

MR. MORE: Yes. 

MR, IRWIN: Well that leads to another 
question. One of the terms of the Committee is that 
-- I don't want to get into a big argument about 
this problem, but -- an add-on is roughtly actuarially 
18% per annum, Leave out the word interest, state 
it as percent per annum on a reducing balance of the 
unpaid balance. Would you have any objection to 
adding a further line saying, another two lines, 
these charges are based on a 9% add-on which represents 
an 18% per annum on a declining balance. Would you 
have any objection to that? 

MR, MORE: Well you are getting 
into something that is a little deeper than just 
strictly interest here. 

MR, IRWIN: I agree. We are leaving 
interest out of it because it's too complicated a 
problem. On a straight statement. 

MR, MORE: It's 18%, as you say, but 
you are including many services in that. 

MR, IRWIN: Oh, yes, I recognize 
that. 

MR. MORE: I think if you are going 


to state a figure like that you have to break it down 
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as such, 

MR, IRWIN: This could become a 
very involved argument. I would just like to keep it 
on a simple basis. Supposing actuaries could provide 
you with accurate tables interpreting what a 9% add-on 
was in terms of a percent per annum on a declining 
balance, Supposing they could -- and I think they 
could -- and so therefore you could add this statement 
and be certain it was arithmetically accurate. I 
grant that it includes service charges and adminis- 
tration and all that sort of thing. It is just 
straight statement. We are -- the charges are 9% 
add-on which actuarially is 18% per annum on a 
declining balance. That statement and nothing else. 
Would the customer object to that? 

MR, MORE: if it was properly 
explained to them I don't imagine they would ob ject 
$07 6, I wouldn't want to say it was interest. 

MR, IRWIN: No, no, leave out the 
word interest, I agree with you, but it's just a 
straight actuarial calculation interpreting what the 
9% add-on is, would he object to that? 

MR, ROLLING: Maybe it would speed 
up the payments if they knew. 

MR, MORE: Mr. Irwin I would like to 
perhaps give you a little picture of that situation 
of what could or could not occur. If we assume that 
perhaps our larger mass of buyers are not educated to 
the actuarial methods of computation, and none of us 


are, we assume that many of our consumers are not too, 
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we could associate something else on a large purchase 
of any kind -- a husband and wife situation -- in 
which the budget of that family would enter into it, 
If we took a purchase of $140.00 and we said at that 
particular time to Mr. and Mrs, Jones that we were 
going to handle the thing in dollars and cents by 
saying their payments were going to be $20.00 monthly, 
about $5.00 weekly on a budget. This they can readily 
see they can handle. But actuarial computation may 
present the difficulty in which their interpretation 
of the figure which you gave of 9% add-on and 18% 

in actuality could present the difficulty in which 

you bring the wheels of progress to a grinding stop. 
These people are confused. 


INAUDIBLE DISCUSSION BETWEEN MANY 
MEMBERS ALL AT ONCE 


MR, REILLY: Mr. Chairman, I wonder 
if Mr, Irwin would like to on this premise then say 
that if you ask them to add-on 9% here and it 
represents 18% on the declining balance, whether he 
would suggest that the banks advertise 6% and it's 
11.4 on the declining balance. And if we have no 
control over the banks at 11.4 -- it's a federal 


matter -- why should we ask them under the circumstances 


MR. IRWIN : Mr. Chairman and Mr. 
Reilly, I am not entering into the policy on this, 
I am simply looking for a reaction to -- 

MR. REILLY: You are a very reactionary 


person. 
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MR, IRWIN: About what you just said, 
Mr, Rolling, certainly the husband and wife or the 
person buying, he wants his statement, the unpaid 
balance,the dollar amount that the bank charges so 
that he can put it into his budget, he wants the 
aggregate to be paid and he wants the monthly charge 
so he knows that he can carry that amount. What 
arouses my curiosity is, having that information, 
which is the information he needs for his budget, 
why would the addition of these two lines make any 
difference in his decision, why would he be confused 
by it? Keep in mind he is not required to make 
any calculation. It's just that the vendor would make 
the statement. 

MR, ROLLING: It would scare the 
pants off him. 

THE CHAIRMAN: Mr. Boys would like 
to say a word on that. 

MRse BOYS!) lf an arvicie seis Tor 
$5.00, say, what percentage of this $5.00 item do you 
use in the packing of that article and the free 
delivery, we will say 100 miles from the store? 

MR, BUKATOR: I'd like to ask a 
question at this point -- how often do you -- 

MR. IRWIN: Well, Mr. Bukator, just 
let me finish. In other words it isn't that you 
would find these statements difficult to make, provided 
you were provided with the necessary information, it 
is that you do fear an adverse reaction from the 


eustomer. Is this not the case? It ijean't that it's all 
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that difficult and so on. 

MR. ROLLING: This is a personal 
feeling, Mr. Irwin, from my experience. And as to 
the other two figures, the 9% add-on, Mr. Boys would 
like to express an opinion on that too. 

MR. BOYS: Mr, Chairman and gentlemen, 
our biggest problem in financing accounts is not to 
get in to having to make two sales at one time and 
that is where we so very often run into, we put our 
pest efforts forth, our best deal forth, and get 
an okay from the customer that they will purchase the 
goods. We are very happy when they say, "I'll give 
you a cheque for it", or, "I'll pay you in 30 days”. 
There is no interest charged and you go on from that 
very, very happy. We always have a slight fear 
arise when they say, "How about payments?" We know 
if we are not very careful we are into another full 
scale sale. Now,people tend to ask for them too. 

What I mean by that, we give them the definite finance 
figures, the aggregate figures. If they want to know 
the percentage, and in my case there is one out of 

20 that asks for percentage, I would tell them. But 

I know when I tell them it's 9% I have to make another 
sale because, and I have to be careful I don't lose 
my purchaser, it's very easily done. Because they 
have the idea in their minds the banks will loan at 
6%, and that that's all we pay, and so on. I have 

to borrow money from the bank at 6%, yes, to carry 

my accounts, Otherwise I wouldn't if everybody paid 


cash. As you know today we pay 6% on that total amount 
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borrowed, We may have $5,000.00 borrowed at the 

bank and pay 6% on it every day, there is no declining 
balance until we pay the principal off for taxes. 

We may have $4,000.00 in our current account that we 
don't get any interest on at all. So that when 

you have to say to a customer that this is 9%, 
immediately they feel that you are overcharging, you 
shouldn't charge more than 6, I have never charged 
more than 6% on a blance over $200.00 until this year. 
I have raised it to 9 on the suggestion of my 
accountants. I was losing money at 6% and I was 
entitled to more. Still our rate is below finance 
companies and I am still taking the risk and I am 
still taking a good percentage of my time looking 
after these accounts. We don't get 18% because 
everybody doesn't pay when they should, They 

call up and say,"I have to pay the doctor this month, 
can I put it over to next month?" "We will double 

the payments next month", We say sure, your account 
4s good and we are very happy to oblige. sometimes 

we will say, "Forget this month's payment. We will 
give you an additional month", If we do and they 
take it, then we charge them the same rate, $20.00 a 
month or whatever figure you want to use. But IL 
don't think for a minute that the government should 
put any more restrictions or add any legislation that 
is going to make it any harder for the retail merchant 
to carry on his business and make a reasonable profit. 
When I say a reasonable profit I mean it's a good 


business today in the retail business if you can make a 
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5% net profit. And that gentleman yesterday who said, 
"Why don't you give 5% off?" Well, we can't afford 
it in today's competitive market or we wouldn't make 
any net profit if we gave 5% for cash. That's the 
way IL feel about it. If we can afford to give 5% off 
for cash we are charging 5% too much for purchases. 
And this case was brough up Monday and I read about 
it in the paper, about someone charging 873% interest 
on money loaned -- I certainly don't go along with it 
and no one else does, other than the man who did it. 
But I think in any case like that there are extenuating 
circumstances, I think that the borrower should 
know that. I think the fault lies in the borrower too. 
And I believe that when we put down the dollars and 
cents in any finance contract we are doing it the 
easy, Simple way that any purchaser can understand. 
And I don't see any reason for having to put down 
percentages for the simple reason that they do not 
understand it. They think it should be 6%, They 
don't take into account our troubles in collecting 
or expenges and so on. 

MR, IRWIN: Mr. Chairman, I won't 
belabour this point. I think it has been brought 
out, what I feel should be brought out, that -- I'll 
make this statement -- as an accountant, if I were 
working for you I might very well advise you to raise 
your add-on from 6% to 9, as sound advice to you. I 
don't think anybody, certainly not I, would quarrel 
with your right to evaluate what you think you should 


get for the service you offer. But I feel that the 
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questions here have brought out that it isn't that 

it would be all that difficult to do, that the 
customer wouldn't have a comprehension of what it 
meant, but that there is a basic and possibly 
justified fear on the part of the businessman that 
this would discourage the customer. Would that be 

a fair statement? 

Mia SOYS+95o0 far.~yes- 

MRS MORE?) Mr irwin, af emient 
interject one little point here. You tell them there 
is a 3% sales tax in force you spoil a lot of business. 
That means reselling the customer all over again 
because of that 3%. <A lot of people think it's $30.00 
on $100.00, you know -=- that's how people calculate 
interest. 

MR, KERR: Is it not the merchants 
who have brought some of this grief on themselves? 

You know, these great ads in the papers about beat 
the taxes and do these many things. I think they 
advertise this themselves. 

MR, ROLLING: There would be an 
unscrupulous element that might try to capitalize 
on this, a very small minority. 

MR, KERR: But they do it. 

MR, MACDONALD: Mr, Chairman, may I 
interrupt at this point before we lose contact with 
what Mr. Boys said, because there is a real dilemma 
here, I sympathize with the reaction of the different 
men, and Mr. Boys' reaction, but he says the man who 


is charging 87%, there is something wrong with him. Now 
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I am convinced that the man who is charging in excess 
-- the 87% or even 50% or 35%, or something like this 
~- does it precisely because it is given to him in 
figures and not percentages. When he went to borrow 
that money he was told that he was borrowing money 

at 7% or 10% -- I have forgotten what it was -- 

but there are a whole lot of other charges, including 
a bonus thrown in and he hadn't a clue that this added 
up to 87%. If he had he would never have walked into 
it. 

MR. BOYS: Were not these charges 
put in the contract before he signed? 

MR, MACDONALD: Well in some instances 
they were not. But even if they were put on the 
contract, precisely because the average person is not 
capable of doing calculating, if you put down and 
told him the annual interest rate is 7% and the 
appraisal was such and something else was such and 
the bonus is so much, he doesn't realize that he is 
paying 87%. This is our problem as a Committee. If 
you don't put it down as a percentage, he doesn't 
realize that all those extra costs add up to an 
effective annual outlay -- let's get away from interest 
-- an effective annual outlay of 87% or 18% in the 
instance of a 9% add-on. 

MR. BOYS: Is there not a law in this 
country that the contract cannot be added to or changed 
in any way after it is signed? And there is also a law 
that the customer must have a copy of that contract 


when he signs it, so that is just a straight case of 
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fraud. 

MR, MACDONALD: The lawyer on my 
left here says no, 

MR, BOYS: There is no law that the 
customer has to get a copy of the contract when he 
signs it? 

MR, MACDONALD: I know one of the 
people who have done it -- 

MR. BOYS: Well, I understand that 
there is. I don't like to go contrary to the lawyer. 
But I certainly give it to them. I wouldn't have 
any reason not to. 

MR. MACDONALD: I wasn't suggesting 
that they were added afterwards, I was just suggesting 
that if the contract doesn't spell out what the total 
cost to the consumer is in an annual percentage, then 
he has no idea what he is paying and he can be seriously 
misled by saying that the interest rate is 6% or 9% 
4f there are a lot of other charges he has to pay. 

As far as he is concerned this is interest, this is 
an annual outlay, the accruing of interest. 

MR. BOYS: This is quite true, but 
4f the interest is computed as dollars and cents in 
the contract, he would be far more conscious than he 
would if it was on a percentage basis on the contract. 

MR, MACDONALD: Why not both? What 
difference does it make as far as you people are 
concerned? 

MR, BOYS: Well if he can't add one 


and two, then he can't add interest. That's what I'm 
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He can't calculate interest if he can't add one and 
two, the figures, the final figures, the aggregate 
figures, 

MR, LAWRENCE: But he can use them 
for comparison, though, with finance company charges. 

MR. BOYS: I would agree with you 
gentlemen, because we are not the guys you are after, 
it's these 873% guys. 

MR, LAWRENCE: That's right, this 
would be to your benefit. I can't understand why 
you take that position, why the opposition? Because 
the birds we are after and the birds that it should 
be in your interest that we should be after as well 
are the bottom 10% of the industry and this would 
go a great way, I think, to wipe them eut.. Lt, would 
seem to your benefit, so I can't understand the 
opposition. 

MR. BOYS: Are we dealing with the 
mortgage or the retail business? 

MR. LAWRENCE: Well, we're dealing 
with the whole works and we've got a picture of the 
whole field. 

MR, MACDONALD: You say you are not 
interested in this business really, it's just to get 
the business, the original business. You are in this 
as a service and it's really a nuisance. And from 
the viewpoint of the small retailer I can see where it 
would be an incredible nuisance because he hasn't got 
the means for building, in effect, a separate organi- 


zation, whether it is legally a separate entity or not. 
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But if you were really charging 18% and they really 

can get it from the bank for 11, wouldn't it be 

good sense -- because everybody knows you can get it 
from the bank for 11 -- (rest of statement lost in 
change of tapes) 

MR. BOYS: We invite them to go and 
get it someplace else if they can get it cheaper 
because we would rather have the bird in the hand. 

MR, REILLY: Everybody can't get 
money from a bank, Mr. MacDonald, 

MR. BOYS: It has to be more than 
6%, but it's in everybody's mind that the bank only 
charges 6%, which is not true, but it's in their minds. 

MRIGREIGLY? This =is true; The, peint 
for years and years and years has been that bank 
interest is 6%, 

MR, BUKATOR: Well it is. I get money 
at the bank for 6%. I get my $1,000.00 and if a 
month's time I pay it back I only pay 6% on a demand 
not. Now what are you talking about? 

MR, REILLY: No, but not on this -- 

MR, BUKATOR: I'm talking about 
borrowing money to buy this man's appliance. I can 
get money at 6% from the bank. 

MR. MORE: Not everybody can. 

MR. BUKATOR: Everybody can. 

MR. MORE: No, very few. A lot of 
people can't. 

MR, BUKATOR: Well, I just want to 


make this one point clear, that money can be borrowed 
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from the bank for 6%, 

MR, MORE: By you. 

MR. BUKATOR: By me. I'm not the 
only one of 20 million that can borrow money 
from the bank. You borrow it on a demand note, and 
many of you have done the same thing. 

MR, MORE: With collateral, with equal 
collateral, 

MR, BUKATOR: But that's beside the 
point. 

MR. REILLY: It isn't beside the 
point, it's part of the point. 

MR, BUKATOR: Mr. Reilly, I think maybe 
you had better go and figure it out. (Laughter). 

MR, LAWRENCE: Even the banks have 
different systems within the same branch if they get 
a different manager. 

MR, BUKATOR: Yes, and different 
clients too, 

MR, LAWRENCE: In one instance he 
subtracted the interest and paid me the balance and 
in the other he added it on and I had that total 
amount to pay back. So that, sure it makes a differenc 
And these were different managers in the same bank, 

MR. MORE: And in our case we get 
no collateral whatsoever. Money is lent in our 
business and you get no collateral. 

MR. BUKATOR: You get a lien on that 
object, don't you? 


MR, MORE: Not necessarily, no, not 
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necessarily. 

MR, LAWRENCE: Don't you get a 
repossession or a lien -- 

MR, MORE: Not unless it is in the 
contract, 

MR, LAWRENCE: What percentage of 
your business do you do on pure credit, that is no -- 

MR, MORE: Quite a bit. 

MR. LAWRENCE: Quite a bit -- do 
you come up with about 40% of your retail business 
on all sorts of credit? Would you like to estimate 
how much of that is on pure credit, that is no lien, 
no nothing. He walks out and you trust him to pay 
back within 30 days? 

MR. MORE: 15 to 20% of it. 

MR, LAWRENCE: 15 or 20% of the 40%? 
Or 15 to 20% of the total? 

MR, MORE: Of the total. 

MR, LAWRENCE: In other words half 
of your credit business is on pure eredit? 

MR. MORE: No, not half the credit, 
15% of total volume, total business. 

MR. LAWRENCE: I see. Then roughly 
25% is the other. Would this be applicable, do you 
think, to the major hard goods store operators too 
who were most reluctant yesterday to give us this? 

MR. MORE: I don't know how much 
credit they carry on their own books -- 

MR, LAWRENCE: You wouldn't want 


to hazard a guess? Because this is a field where 
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government statistics can't help us at all and they 
wouldn't give it to us. I think this is very material 
to what our ultimate recommendations are going to 

be. 

MR, MORE: To be quite honest, Mr, 
Lawrence, perhaps they couldn't give it to you. I 
don't know. We have no way of knowing. 

MR. LAWRENCE: Oh, I think they could, 

MR. MORE: Well, it's possible. I 
don't know, 

MR, LAWRENCE: I think they could 
but they didn't want to. 

MR. ROLLING: I can see really why 
they wouldn't want to. 

THE CHAIRMAN: Mr. Whicher, any 
questions? 

MR, WHICHER: We have been talking 
about the appliance business, what about shoe stores 
or men's clothing stores, do they do much financing 
there or is this just straight credit. 

MR. ROLLING: I think, Mr. Whicher, 
we can perhaps ask Mr. Allen B. Collis of Peterborough, 
who is in the apparel business to answer that. 

MR, COLLIS: Well, if I understand 
your question, I mean I come from a small town, 
Peterborough, small retailers, but my experience with 
clothing stores, I don't think there is any finance 
charges there at all. I think we give you the credit 
and there is no cost or else you don't get it. 


Merchants are not magicians and if you are not paying 
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any service charge you are paying it in the retail 
prices. Not that's just the position of the merchant 
in a small town, 

MR. WHICHER: Well, if I went in 
an bought a suit, say a $90.00 suit -- and paid $25.00 
down, don't you charge finance charges on the balance? 

MR, COLLIS: Yes. We have a charge 
of 1% on the remaining balance, This is after 30 
days, 1% on the remaining balance every month. 

We don't add-on to begin with, we add-on 1% -- on a 
$100.00 item with $10.00 down, we add-on 1% of the 
remaining balance of $90.00. If he pays another $10.00 
another month and we add-on 1% to the $80.00. 

MR. WHICHER: Would you say that 
there are fewer small retail merchants now than there 
were ten years ago? 

MR. ROLLING: On the contrary, Mr. 
Whicher, I've got to take these figures from the top 
of my head, but I would say that the 1951 census 
showed about 123,000 retail outlets and a proportionate 
number of chains in Canada, and this figures has now 
changed to probably 180,000 retail outlets. Some of 
this can be attributed to increased population. 
Although there has been, I think, an extraordinary 
ratio of failures, still they have increased. I think 
as the population of the country increases, which is 
quite rapid today, that your retailers increase 
proportionately. 

MR. WHICHER: Would you say now 


that most of the small retailers -- when I say small 





a a 


ae. 


HIRO CHa 


G.O8¢ on ‘t. Sige & téopo@ lag 


yD, 
ina 


no RE Yo 


~Hke 10. off 
‘tu meth OOS 
ib edyitetied 


3D Teantens, 


‘ct gfe aavudé 


SOY 199 stew 


jm ahd anil 
tad taser) ae Be 
Oto, 2S) gupds bawurle 
Bilgio. -visdhunsygt > 
sine 000,082 uldigcong od -hesigunsies 
WoQ ieaseovonh wt Leduohrases oul tees mitt) i) 
cs watt’ T ed es seste eran 
ved went Utde mentite sate 
SOBSS OAL yitoues Siz ip: od tefgoq:® 
Stagival aisifusast saiey shapits ane 








ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO 3021 


I mean down maybe to three or four employees, do 
most of them charge finance charges for their various 
items. (Rest of question inaudible) 

MR, ROLLING: It would be a 
difficult question to answer, Mr. Whicher, from the 
standpoint of most of the retailers in Canada. A 
large percentage of retailers in Canada could be 
in the grocery business, the food business. Most 
of the food operations -- and I am only familiar 
with those in Ontario -- quite a bit of credit is 
carried on a monthly and six-month basis for families 
and quite a bit is not charged for in any way. And 
a large percentage of that sometimes becomes a 108s, 

a complete loss. I will give you an example, recently 
in the Lakehead, of a medium size grocer there with 
outstandings of close to $30,000.00. Now this is a 
constant thing, except the retailer could specify on 
the monthly statement that overdue accounts would 

be charged a rate of some kind. But as a general 
rule, in that particular business there is nothing 
applied on the monthly statement. 

MR, MACDONALD: He must charging a 
cent or so more per article or he couldn't survive. 

MR. ROLLING: Not necessarily, Mr. 
MacDonald. He's in competition and he must try to 
treat his customer to retain his customer, With your 
larger chain stores, your food operation, for example, 
credit isn't possible at all, it isn't possible to get 
it. But your independent retailer is able to extend 


those things and make deliveries, and he's convenient 
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to the neighbourhood and perhaps over the years has 
dealt with father and son and brother Bill -- 

MR, MACDONALD: I'm not denying that. 
All I am saying is it would seem to me from a straight 
point of economics that if he is surviving he must 
be charging a cent or so more, I'm not being critical 
ef it. 

MR, ROLLING: Not necessarily. 

MR, WHITE: This was Mr. Weir's 
argument yesterday about this rate structure that 
never did come out, it would be hidden in the higher 
price, isn't that right? 

MR, LAWRENCE: Well in some types 
of business this may be driven underground. Take 
the retail pharmacy business for a good example, they 
do carry credit without any rate at all. He takes 
his fortune where it may lay. 

MR, ROLLING: What the rest are 
doing we can't say. 

MR, LAWRENCE: This is correct. 

MR, ROLLING: The small retailer 
makes a lot of it up by working 12 or 14 hours a 
day. 

MR. LAWRENCE: That's right, le and 
14 and 18 hours a day. 

MR, ROLLING: That's right, like a 
farmer. 

MR, WHICHER: Let's not compare the 
two, (Laughter) 


MR. ROLLING: Why not, they both have 
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to eat. (Laughter) 

THE CHAIRMAN: Mr. Bukator? 

MR. BUKATOR: Well I can't seem to -- 
as we go on I continue to get confused. The merchants 
that were here as represented by Mr. Weir say that 
they would much rather have their cash. If the 
customer would come in and lay the money on the 
barrelhead, he could pick up his crackers and go home. 
This they would like. This gentleman says that he 
adds on 9% -- and we are talking about interest rates - 
on that account. And it has been revealed to us here 
this morning that that 9% turns into 18%. Now then 
if you were to have an actual percentage of 18% on 
that account, don't you suppose that that individual 
would go shopping for his money somewhere where he 
could get it for a lesser amount? So then he could 
come to you and lay your money on the barrelhead. 

I think he would be helping you instead of hindering 
you. MR, MORE: We would hope he would. 

MR. BUKATOR: Now then we are all 
looking in the same direction. You want your money 
and we are going to get it for you. In the meantime 
that's exactly what's going on. In the meantime you 
will find the fellow who has been charging the 24 and 
the 36 -- we have had them up to 873% -- stopping 
that practice because these people are putting them 
out of business or bringing them down to doing business 
in an ethical way. Now as I said yesterday when Mr. 
Weir left, I am still sticking to what I believe was 


right in the first instance, that if the interest rate 
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was revealed on that account people would get their 
money and they would pay you cash and you would be 
happy and the lending institutions that are geared 

to to bear this added expense of handling the accounts 
would also be happier because they would be turning 
that much more over. Now all I have to do is convince 
Mr. Reilly and we are all set. 

MR. REILLY: Where are the customers 
going to get the cash? 

MR, BUKATOR: Well I think the first 
thing I would do, would be to take my insurance 
policy -- and there is nobody that I know that hasn't 
got some kind of insurance -- and I would deposit 
that with my banker, such as I have done, and I have 
never seen those policies for years. 

MR, REILLY: That's why you get money 
at 6%, Anybody can do that. 

MR, BUKATOR: That's right. Now Mr. 
Reilly and I are on exactly the same argument. 

Anybody can do that that has insurance. I'll take 
it a step further, that has insurance, and I don't 
know anybody that has not got insurance. 

Gentlemen I've made my point. I 
know that you can get money at a much lower rate than 
the 18% which you reveal as 9% on your account, And 
he will come and pay you cash and you will be much 
happier because you don't have to work overtime to 
handle those accounts, but the lending institutions 
that are geared up to handle them can. 


MR, BOYS: I will go along with you, 





oe of 





Pi b Lilow, died Ginna OO: ant = soon oi 





veemeveoh al of ot avad PT Pla well, .s¢70 ‘som sa a 
jee {te ele aw Bie sclera a 








Baer iel4 sit sig every | FAEll ae . = a t 
; 
: : y ‘ ao i 
‘olaeo wt dag, OF gang 9g ay 
Senor et acl’ T Sie@s TARE. a a ae 7 







: 5 





















Rees ied. tain aie ‘1 Divew ,ob tilieow Bo aabdi tke 7 : 
| winaci tat) Pr Geeth oh ‘* 8) s'setlt Beg, aa yotiog. st ” 
| Sow itis Ge Dittal sag. og i : 
| ; | oe c fowt. “Teed yk cle oats { it 
| a 1 GaeOR Log qaietih seal alaaes ta 
Wi oi iw? eo fen 75.2 Ae oe : 

Gade ob ae Dae Oda f ae - 
| Pat eee Le ae ae | | LD oe tiay 7 a, 


‘ Tse ane gytt ul tomate re ove ZT dime “YI Eten 
eaun7° 2 De the: hell Soy Saad at tao ybodyan - 1 
ghaoh iid eerorennal cad Cee .vepeeny qovd Bat i 

YoRasanl- Jos Tot eon Pssst ore ae 

i  tatey yn ebor sy") wagertnep y or gi ee cae es 
MME Oe “eWo!t coum 4 ve yonew toy eo wong 7) oon 
GG) 4 %wioloR vey no RE 2S LENO og t 

igeiariad I hiw woy. daa. aes 008 tad 


ys : 










ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO 3025 
sir, if you can guarantee that the customer will go 
to the bank or someplace and get the money and 
bring it pack Go mel can tell yourol one’ cage only 
where I sent the customer to the banker. He got after 
me and said, "Why should you carry these accounts? 
Send them to me", I said, "What's the deal?" He said, 
$4.75 flat charge plus 6%", I said, "Well, that 
sounds pretty good, I'll do that", So the next 
customer who came in, we talked about interest rates 
and so on and I advised him to go down to my bank and 
he could borrow the money there. That was three 
years ago and I'm still looking for my sale. 

MR, BUKATOR: Now then, to entice 
these people to come back -- 

MR. REILLY: And that $4.75 might 
represent 52%. 

MR, BUKATOR: You don't calculate 
too well this morning either. What particular item 
are we talking about, the $5.00 one or the $500.00 
one? 

These gentlemen were at Niagara Falls 
-- by the way thank you very much for the invitation 
to that lovely dinner, I enjoyed myself -- and some 
of your members have belonged to your Association for 
some 50 years, I believe you have been in operation, 
and you have members who still belong. I do believe, 
Mr. Chairman, that we are all heading in the same 
direction trying to help the people who cannot help 
themselves and I think by revealing somehow to them 


what it costs them to get their money, this would assis 
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us all. 

MR, SEDGWICK: Mr. Bukator, there 
is one thing, and I speak from personal experience, 
there is a strong psychological block about borrowing 
on insurance, When you tell him he can borrow cheaper 
by spending your insurance policy, I think he is 
very prone to say, "I'll do without the refrigerator", 

MR, BUKATOR: Like his mortgage on 
his home. 

MR. MORE: When you tell him to go 
out and borrow the money and bring it back, your sale 
is gone. 

MR, BUKATOR: Where do you think the 
man you sent down to the bank went? 

MR. MORE: I don't know, he may have 
gone about it (rest of sentence inaudible) 

MR. LAWRENCE: This isn't a credit 
problem, though, is it? This is a selling problem. 
That's your worry. 

MR. BOYS: I only say when we have 
to sell credit we have to make two sales, and the 
moment we know he is not going to pay cash, we know 
then we haven't made the sale yet. The consumer 
today is so well protected with the competitive 
market we are all in, I can't see anything wrong with 
it, and, as I say, I think we they can add one and one 
that's all they need to be able to do, when we show 
them the aggregate figures that they are going to have 
to pay. 


MR. MACDONALD: Well, but, Mr. Boys, I 
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tried to make the point earlier, the consumer is not 
in a position to appreciate what advantages the 
competitive market will give him unless it is 
calculated on a percentage basis, because otherwise 
you've got a thousand different ways of doing the 
calculations and he hasn't a clue as to what the 
percentage is and therefore he looks at it simply, 
can I pay it? He only thinks, "Can I pay it in my 
pudget"., If he can meet it in his budget he goes 
ahead and pays it not knowing whether the percentage 
tn 915, (16, 30 er on. 

MR. REILLY: He's got the best 
possible standard he could have in the unit of one 
dollar. 

MR. BOYS: That's right. iveyou 
gentlemen are going to pass legislation where we 
have to show percentages, if you are I'm not going 
to show it is 18% or 9, I'm going to show it as 
3/4 of 1% per month and I'm still under, I believe, 
most finance companies and most large chain stores, 
and that's the way I'm going to do it and I won't 
mind doing it a bit. Nobody is going to look at it 
though, because they are going to look at the right- 
hand column, "what am I going to have to pay?" 
Sometimes I think what about the merchants? Why 
doesn't the government pass legislation to keep 
us from getting taken by some consumers? 

MR, LAWRENCE: Some legislation 
favours retailers over the years, as far as resale 


agreements and a few things like that. 
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MR, WHICHER: I wanted to ask Mr, 
Boys, if you state your credit at 3/4 of 1% per 
month, Now supposing Eaton's had credit at 1% per 
month, that would be quite an advantage. I mean 
if the fellow is buying a refrigerator, if he can 
add one and one, would say, "I got a deal from that 
fellow in Woodstock, he's giving me credit at 3/4 
of 1% per month," 

MR, BOYS: My only objection to 
that is that certain (rest of sentence inaudible) 

MR, ROLLING: To answer something 
for Mr, MacDonald with regard to percentage -- and 
this is only an observation, a personal one--quite 
a few years ago in the appliance business and it 
remained a mystery for quite some time until it was 
properly searched out, some major appliances were 
advertised at 10% down with cost figures. And you 
would feel that the average person would be able to 
apply that very quickly if you quoted the price as 
$327.56. This is not done and it is rarely a 
practice today in that field because of the lack of 
response from Mr. and Mrs, Consumer to apply this to 
that particular item they were interested in. In 
putting down dollars and cents of the down payment 
this was very rapidly and easily applied to their 
household budgets or what their monthly income might 
be. I say in dollars and cents it is much more easily 
handled by most people. 

MR, REILLY: Mr. Rolling, are you 


telling us that they weren't able to calculate 10% of 
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the purchase price? 

MR, ROLLING: As a general rule 
they weren't getting any response to percentages down, 
Gat serichty Mr) Reilly. 

MR, MACDONALD: Let me put it this 
way -- tentatively my thinking now is that the 
educational process can be assisted by putting both 
down. I grant you that the average person -- this 
is obvious in view of the testimony we have had -- 
the average person is not interested in the rate, 
he is interested in the amount. But over a number 
of years, if he knew that the effective annual rate 
was 9 or 18 or 35, I think you would educate him 
and I agree if we got it into the schools, teaching 
credit, they would be looking for it and he would be 
going to the man who was charging 3/4 of 1% a month 
even though he is told this is 18, because the man 
who is charging 1% per month amounts to -- what is it, 
Que 

MR, IRWIN:: Three-quarters would 
be about 9, 3/4 of 1% would be about 9 actuarially. 

MR. MACDONALD: But on an unpaid 
balance, it would be -- 

MR, SEDGWICK: If you add it at 
the start it would be 15. Mr. Boys adds it at the 
start. 

MR, BOYS: Again, sir, if you add 
it at the end they don't want to pay it, they refuse 
tovpayeit. Butrdafel add it first and they pay it 


sooner they are tickled to death because they are 
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getting a nice good discount. 

MR, MACDONALD: Mr. Rolling, generalli 
-- our friend from Peterborough indicated that it's 
1% and apparently this is on the declining balance -- 
is the general procedure among the smaller retailers 
who deal in this fashion, that it is on the declining 
balance or is 1% added on as sort of a calculation 
of interest and principal over the period? 

MR. ROLLING: That would be 
difficult to answer, Mr. MacDonald. It might be 
principal and interest and benevolence by a 30 day 
free ride. Mr. Collis pointed out if they are good 
paying customers and a good risk it is very often 
forgotten, is that not right? 

MR. COLLIS: The interest rate is 
not the important factor, in our business, and I'm 
sure this happens in many small merchants. You must 
understand that the cost of operating credit (rest 
of sentence inaudible) 

MR. MACDONALD: Well the only point, 
Mr. Chairman, and we are interested in getting the 
facts of this statement and come to a conclusion on 
policy, and I happen to have a very interesting case 
here of a man who was really sharp. He bought an 
appliance for $750.00 and he was told that the interest 
rate was going to be 7% and this would amount to 
$262.00 over a five year period, $262.70, so the 
total amount he would have to pay would be $1012.50. 
Now the 60th payment was $20.00, but the 59 payments 


were each $15,924, which was made up of $12.423 on 
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the principal and $4.374 on the interest, but this 
was not on a declining balance, it was on the 
overall. So he did a calculation and you will be 
interested to know that at the beginning of the 
second year his interest rate was 8.79, at the 
beginning of the third year his interest wate was 
11.4, at the beginning of the 3rd year his interest 
rate was 16.85, at the beginning of the 4th year 
his interest rate was 32.3 and in the months of 

the final year, because he was paying on the whole 
amount and most of it he had already returned, his 
interest rate escalated in the final 12 months to 
34 to 48 to 41 to 46 to 52 to 59 to 69 to 83 to 

103 to 137 to 203)) te 391%. 

MR, WHITE: That doesn't prove a 
thing, though, that's a blended payment. 

MR, MACDONALD: Yes, this is blended 
payment. But what I am saying is -- and I grant 
you that taking the last year gets you completely 
out -- but let's go back to the beginning of each 
year. His interest rate was 7, Owls Ocanaase 
at the beginning of each year. 

MR, WHITE: Not really though. 

MR, MACDONALD: The month at the 
beginning of each year, on the 13th month, the 25th 
month, the 37th month and the 49th month. 

MR, REILLY: What did he do, borrow 
money from the bank? 

MR. MACDONALD: Well I'11 tell you 


what this fellow did, he was smart enough to go and 
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borrow the money and get out of the contract. 

MR, WHITE: That's what he should 
have done in the first place. 

MR. MACDONALD: All right, but the 
point is the average fellow -- this fellow could 
calculate so he did his calculation. Now the 
interesting thing is this is Consumers Gas and I 
checked with the company and this is the way they 
operate, he conceded, in the accounting department 
that this is the way they charge. 

MR, WHITE: This is what it is 
in every blended payment. You have to determine 
the effective interest rate over the term, 

MR, LAWRENCE: What was the average? 

MR. MACDONALD: I don't know what 
the average is for the full term. But if the average 
is 18, all I am saying is that the little fellow 
comes in and he says, "I am being charged 7%". If 
he was told that his average interest rate over the 
whole period was 18, he wouldn't buy. 

MR. LAWRENCE: He would go and 
borrow. 

MR, MACDONALD: This fellow did 
calculate and therefore did go and borrow and got out 
of the contract. 

MR. LAWRENCE: I've got two questions. 
You probably covered this before I came in and I 
apologize, but how many of your 4,000 members in 
Ontario would you estimate use an outside credit 


group or @w@ganization. I mean I have seen in many small 
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store windows "We are members of the IAC" or something 
like that. 

~ MR. MORE: Then you are getting 

back, sir, to a different classification first of 

all. There are classifications that wouldn't use 
outside financing at all. 

MR, REILLY: There are classifications 
that what? 

MR, MORE: That wouldn't use outside 
financing, small shoe stores and small clothing stores, 
places of this nature. Appliance stores, for 
instance, they would all use outside financing, 
virtually all. 

MR, LAWRENCE: I see, so it boils 
down to the type of stores more than anything else. 
Well you do have department stores, smaller ones, 
would the majority of those, then, run their own 
credit organization or would the majority take 
it outside? 

MR, MORE: The majority, I would 
say. do both. 

MR, LAWRENCE: The majority -- 

MR. MORE: No survey of absolute 
figures has ever been conducted on this point. 

MR. LAWRENCE: I guess we will 
have to ask some of these private operators. 

MR, MORE: You will have to get out 
and do a survey from door to door in the retail 
business. 


MR. LAWRENCE: How about general 
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stores, do you think the majority of them would use 
an outside group or not? 

MR, MORE: On their hard goods. 

MR, LAWRENCE: On their hard goods. 
Men's clothing do their own, I assume, 

MR, MORE: On a small store I would 
Say so, yes. 

MR, LAWRENCE: And hardware stores 
would almost exclusively be outside, you think? 

MR. MORE: On their bigger items. 

MR, LAWRENCE: And appliances? 

MR. MORE: Most of them. 

MR. LAWRENCE: Jewelry stores, what 
do you think about them? 

MR. MORE: Outside. 

MR, LAWRENCE: Outside more than 
inside? 

MR, MORE: Well that is the small 
independent jewelers now. 

MR, LAWRENCE: Oh, yes. 

MR, MORE: It would depend a great 
deal on the amount purchased, Mr, Lawrence, 

MR, LAWRENCE: Well, the other 
question I have been trying to ask everybody and have 
been getting no answers at all, You have been sitting 
here for three days now and you see what we are after, 
what we think we're after. Have you any specific 
suggestions to help us? Or do you even agree that 
the present situation isn't satisfactory or what? 


MR, MORE: Well unless you can boost 
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up the banks a little more so the money is a little 
more freely flowing from the banks you are going to 
be faced with financing of some sort. 

MR, LAWRENCE: We are presumably 
called into session here -- I don't really think 
the retail store field is one that is bothering the 
government or the people as much as some other 
fields, but it is on our agenda and we obviously 
feel that there is some trouble here or otherwise 
we wouldn't have asked you to come, Presumably 
you do too, otherwise you wouldn't have felt it 
worthwhile to come before us. So there is a problem. 
The situation at the moment obviously is troubling 
some people. We are trying to arrive at a standard 
of comparison so the consumer can compare these 
aifferent opportunities that are available to him 
in the credit field. Have you any specific 
conclusions or suggestions for us as to how we can 
arrive at an answer? 

MR, MORE: I think a great deal of 
that, Mr. Lawrence, was stated in the brief. We 
are vitally interested in seeing that the consumer 
be protected from the unscrupulous element that may 
be present in the retail group. And certainly, from 
the retailer's viewpoint, that the not unscrupulous 
retailer be protected from the unscrupulous one too. 
We are certainly very interested in anything that 
is going to interfere or slow down the operation of 
the retailer who may have to get into excessive 


calculations which would present a major difficulty 
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to a one-man operation as against a one-man and four 
employees. So this is another reason why we are 
here to try to lay before you and this Committee 
as much information of the operation of the contract 
between a consumer and a retailer, I think further 
to perhaps assist your observation that a great deal 
of care needs to be exercise if any of these 
recommendations are made and if they are to be made 
that certainly those that are going to be involved in 
it perhaps may have the opportunity for consultation 
on such measures. We have something else to that 
is happening in our society. I truly believe that 
eur average consumer is much more sophisticated than 
he was, say, eight or ten years ago when perhaps 
credit wasn't as extensively used as it is today. 

Mr, MacDonald brought out the point that perhaps it 
should be dealt with more fully in our schools, 
particularly our consumer coming up in our high schools, 
It is being dealt with in the curriculum of education 
teday and I think the consumer is credit wise, more so 
than ever before. You brought out perhaps an isolated 
case here and there where the consumers haven't been, 
but I think as a general rule they are more sophisticate 
than ever before and getting more so, 

MR, LAWRENCE: In our search or our 
groping for a standard of comparison other than the 
actual money figure, the only other one, I think, that 
we have been able to hit on so far is a percent; we 
are not calling it interest, we are calling it just 


a plain percentage. Have you any alternative to that? 
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MR, ROLLING: Well you would have 
to break it all down -- 
MR, LAWRENCE: Well, we can't break 
it down, You people have been foremost in saying 
that it can't be broken down. 
MR. BOYS: I fail to see how that 
would even interest the consumer anyway. 
MR. ROLLING: The thing is this, 
as a Retail Merchants Association we are concerned 
with two or three elements here. The first element 
is that we are trying not to discourage retailing 
and certainly not to decrease the amount of retail 
level, Another thing we are trying to prevent 
is the complicating of the interest rate, of calculating, 
for the retailer. And of course we are always 
concerned that the individual consumer is protected. 
MR, MORE: We have a great danger 
too, Mr. Lawrence, of trying to regulate the mass of 
retailers because of a small element of the unscrupulous. 
MR, LAWRENCE: Laws are always written 
though for the small element. 
MR, REILLY: We have laws against 
murder that deal with only a small percentage of 1%. 
MR, MORE: Well, you can make this 
comparison, But we take the unscrupulous who may 
decide if it was to be used and all the elements that 
are in it, or carrying charge, as you may want to 
term it, could vary these things in a variety of ways 
and we would then have what I would broadly term the 


battle of interest rates by percentage. To Mr. Irwin 
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the handling of percentage is a toy, but it could 
also become a toy in the hands of the unscrupulous. 

MR. RELLLY: it's no toy with hin, 
it's an obsession. (Laughter) 

MR. BOYS: Mr. Chairman, could I ask 
just one question? To my way of thinking first we 
sell the goods, then if they want a time-payment plan 
we sell the time-payment plan, and if it comes that 
we must show the interest rate on the second sale, 
why don't we have to show the gross profit rate on 
the first sale? 

MR. LAWRENCE: Because we are not 
so sure that there is profit on it? You are denying 
there is profit. 

MR. BOYS: No, no, on the first sale? 

MR, LAWRENCE: What business is it 
even of the consumer whether you are getting a 10% 
markup or a 40% markup. That's your business, not his. 

MR. BOYS: That's right, now what 
about the second sale? 

MR, LAWRENCE: On the second sale 
as far as a percentage is concerned, it was sold him 
simply because this furnishes something we have a 
standard for, or we think it might. Because there 
are certain bodies in the credit furnishing field 
that do have to furnish this on a percentage basis. 
This is where we are presently breaking down, at 
least we think it's breaking down. 

MR. BOYS: It's possible, you know, 


to sell the consumer on a terrific markup too. 
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MR, LAWRENCE: Oh, sure it is. 

MR. BOYS: So why shouldn't we have 
to show our gross profit on that first deal, the 
percentage, if we have to show it on the second? 

MR, LAWRENCE: Well, as far as 
consumer credit is concerned, if you think it is and 
you would like to see some restrictions along this 
line -- 

MR, SEDGWICK: Don't worry, Mr. Boys, 
you never will. 

THE CHAIRMAN: We are involved with 
dealing with disclosure, How much information we 
can disclose to the buyer so that he can compare one 
transaction with one dealer with the same transaction 
or similar transaction with another dealer. We are 
interested in your opinion as to how much value it 
would have to disclose a specific rate and why it 
might hurt you and so on, that's why we are here, to 
find these things out. 

MR. COLLIS: If the federal government 
charges 10 or 11% federal tax openly rather than 
hidden, you would have a changed reflection on our 
customers. If they know how much they are paying -- 
we had quite a reaction on the 3%, but it's almost 
forgotten now, but 11%. It would be the same as 
showing them we are charging -- well, not 87%, because 
this is different, this is a mortgage company, but 
18% retailing -- we show this 18% -- in other words 
4t seems to me, I don't know, I may be wrong, that 


the Committee is trying to curtail retail credit. 
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THE CHAIRMAN: No, no, we are not 
doing any such thing. 

MR, COLLIS: This is one way of 
doing it, rather than encouraging it. I'm just 
thinking out loud -- possibly a ceiling on service 
charges might be made, rather than just having 
retailers establish -- you are just defeating what 
the retailer is trying to build up. 

MR, LAWRENCE: You mean instead 
of regulation some active restrictions? 

MR. COLLIS: As a level, a ceiling 
ey ty 

MR, LAWRENCE: Cilings always become 
the going rate, don't they? Are you serious? Have 
you considered this? Are you serious about this? 

MR. COLLIS: This is my own thoughts, 
this has nothing to do with the trade. 

MR, LAWRENCE; Well, I wish you would 
consider it and come back to us because I would imagine 
this would be repugnant to most -- 

MR. COLLIS: This might be another 
hot potatoe, such as store hours, 

MR, LAWRENCE: I wish you would 
consider that then and if you are serious come back 
with your further submission to us, I would doubt 
very much if that would be agreeable to most of your 
members though. 

MR, ROLLING: A variety of things 
have been investigated perhaps more thoroughly in 


the U.S.A, than in Canada with regard to consumer 
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charging and some of the references that I will leave 
certainly have found this very very clearly by 


authorities who are recognized. This is Professor 





Robert W. Johnson, Professor of Financial Administration. 
Graduate School of Business Administration, Michigan 
State University. Some of his references were used 
in the recent Senator Douglas hearing on banking and 
finance in the United States. The subject is covered 
and covered very thoroughly from practically all 
aspects and I think you will find this ef value in 
your deliberations. 

Also a study conducted by the 
National Retail Merchants Association in the United 
States and what was revealed with regard to credit 
costs there in the larger department stores. I think 
you will find in your deliberations these things of 
value to your Committee, and perhaps answer some of 
the questions you are asking. 

THE CHAIRMAN: Thank you. Mr. 
Oliver do you have any questions? 

MR, OLIVER: Just an observation, 
Mr. Chairman, You appreciate, of course, Ghac ences 
or four of us were not on this Committee until 
recently. We haven't had the benefit of the 
discussions that have gone on heretofore. And with 
that in mind I would make this observation and 
surely this is true here this morning. I can't see 
that this is the particular class that we are after. 
In listening to the evidence this morning I would 


think that their charges for services in connection 
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with credit were perhaps as low if not lower than 

any of the ones that have been before this Committee 
during the hearings. Now if there is going to be 
redress and if there is going to be reform and if 
there is going to be change I think myself, Mr. 
Chairman, that we have to get the suggestions for 
change or the agreement for change from organizations 
such as are here this morning. Now with that 
thought in mind I am somewhat surprised that my 
friends wouldn't agree to saying that their service 
charge is a certain percentage. I mean, whether it 

is 16 or 18%. And I want to ask you now, is the 

fear of your members in expressing it in a percentage, 
4s the fear that this would be construed as a straight 
interest charge -- I mean that it would be confusing 
to the would-be buyer that 16% was the charge solely 
for money and was a pure interest charge. Is that 

the great fear that is in the mind of your members? 

MR. ROLLING: I think generally, 

Mr, Oliver, you would be correct in that observation. 
There are many elements that sometimes enter into 

a charge and if these things are wrapped into one 
package and called an interest rate -- anything may 
happen with the thing. 

MR, OLIVER: That's just the point 
that I'm after. If you say that this is an interest 
charge, as my friend, I think from Peterborough, a 
moment ago said, if you are going to set this out 
as 16% interest on this account. Now I can see quite 


frankly, from the few meetings that I have attended, 
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that that would jeopardize the merchant in selling. 

I think there is no doubt about that. But if you 

go into the other field and say that this 16% is a 
service charge -- I mean it would include interest, 
it would include your cost of administration and 
everything else -- now what in the world is wrong 
with setting out at 16% as the cost of servicing this 
account for credit purposes, at 16 or 17% or 
whatever it is, so long as your costs are as low or 
lower than your competitors? It would seem to me, 
Mr, Chairman, that if that could be done, that it 
won't harm you but that it would help you, It would 
put your competitors at a disadvantage and certainly 
the consumer, the man who buys your appliances or 
your refrigerators, he is not going to go to your 
competitor and get it for less than 16 or 18% because 
you are as low as anyone in the field, so you have 
nothing to fear from competition in that field, it 
seems to me, unless my calculations are all askew, 
and I don't think they are. I would like to use this 
organization, Mr. Chairman, as a model and to fear 
that somebody else is going to compete in that field, 
why that fear would be removed if every one ef your 
competitors had to state in a like manner in a column 
that their service charge -- not interest, but their 
service charge for all the cost of carrying this -- 
were 16 or 18%. And you have nothing to fear because 
you are in the lower bracket. And I again come back 
to what I said at the start, Mr. Chairman, that if we 


are going to move in the direction that many of us feel 
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we should move, then I think we should have the 
support of this group, who are doing an admirable 
job in that field now and at a rate or at a level 
that is as low or lower than their competitors. 
Really they have nothing to fear in doing that. 

THE CHAIRMAN: I think what these 
gentlemen are fearful of is the psychological 
effect of showing the percentage first of all and 
secondly if you had to show the percentage charge 
some of the competitors might bury this or inflate 
the price of the goods so that it wouldn't be shown 
as a percentage, it would be hidden in other words. 
So that there are problems here. 

MR, LAWRENCE: But their own brief 
rectified that by saying that the cash price should 
be set out too in a statement. If this is so all 
you have to do is go around the corner and see -- 

MR, SEDGWICK: Oh, I know but you 
can shop and shop. One man says 110 and he is 
concealing half the interest and the other man says 
100 so he is down to 16%. The 110 man says in big 
letters "Our service charge is only 5%". tm afraid 
that would be the thing that would attract people 
and they would forget or not know -- 

MR, MACDONALD: The logic of your 
argument though, Mr. Chairman, is that we just can't 
do anything about the present situation. It gets 
back to the basic point of whether or not you would 
drive underground back into the original retail price. 


MR, SEDGWICK: I was only expressing 
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the view that I think the magic of an interest rate 
is confusing. Interest is the value of money borrowed 
and when you complicate that factor by adding to it 
services and other things and you express it as 
a percentage, the average consumer thinks of it 
as interest although you don't describe it as such 
and it is confusing. 

MR. WHITE: Well I would like to 
make one or two comments on this general problem 
in part to interpret the sentiments of business to 
members of the Committee who may not be experienced 
in that line of undertaking and in part to explain 
our function to these gentlemen who are representing 
all this. 1 think the basic resistance from business- 
men to legislation like we are talking about is 
because they fear any change. Most pusinessmen are 
making some kind of a profit. They are reluctant 
to see changes from government that may make their 
task more difficult or which may interfere with 
legitimate profit-making undertakings. I think 
that businessmen are quite right in not wanting 
any further encroachment of government. Their lives 
are difficult enough already because of the competitio 
of the marketplace. And if I were these gentlemen 
here I would not care to see a lot more government 
regulations imposed on their orderly business 
enterprises. I wouldn't want to see another governmen 
inspector leaning over my shoulder to make sure that 
I was dealing properly and all the rest! ofeit.. al 


am in full sympathy with the point of view you express 
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Now if we legislators have -- and 
by the way I would like to mention to you in case 
you don't know it, that eight of the twelve members 
at this table are businessmen and so we are not 
going to be in a hurry to put you fellows out of 
business. Now we have got a dual responsibility 
here, We want to protect the legitimate aspirations 
of the business community and we want to protect 
the consumer from that small unscrupulous group of 
businessmen, 
We have had two or three dozen 
Suggestions, You chaps that were here yesterday 
or the day before will know that it was suggested 
that the right of repossession be restricted to 
what is sold on the contract and that a company 
having a chattel mortgage on furniture and the man's 
household or something like that not be permitted. 
There isn't a lot of debate at the table about that 
because we all understand that suggestion and in 
the closing days of the Committee we will decide 
whether or not we think it's desirable. All the 
discussions, or most of the discussions, revolve 
around this idea of disclosure of interest rates 
because we have to determine first of all if it is 
feasible and in seeking out the truth of this aspect 
of the problem we are asking a tough question. The 
hatful that represent business interests are sometimes 
reluctant to give full and frank answers and the 
hard driving guestions that come from this side of the 


table don't represent an antipathy towards business 
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So much as a determination to arrive at the truth 
concerning the feasibility. 

When we decide that question we 
have to turn to the matter of desirability and 
comments such as those that you have made will 
certainly weight very heavily when those deliberations 
take place. 

I think that the small businessmen 
are the heart of Canadian free enterprise. They 
are the economic risk takers, they are the economic 
innovators, they are the outstanding citizens in 
any community and I would be very disappointed if you 
took back with you any misunderstanding about our 
intent or purpose. We are very sympathetic towards 
your cause and we will not ride roughshod over you 
in seeking to protect the consumers of Ontario. 

THE CHAIRMAN: Mr. Edwards? 

MR, EDWARDS: Well Mr. Chairman, 
I think Mr, White has expressed the feelings I have 
with regard to this Committee. I have been in the 
retail business myself for some 30 years in the drug 
business. I must say I have very little credit 
business, we don't seem to have it any more like we 
used to have. People seem to have more money as 
far as that's concerned. Business has been good. 
But I do think Mr. White has expressed my feelings. 

THE CHAIRMAN: Mr. Letherby? 

MR, LETHERBY: Mr. White has wrapped 
up my thoughts in all matters so there is nothing 


I can add. 
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MR, REILLY: I wouldn't think, Mr, 
White, that the businessman is afraid of making 
change. There isn't any fear in their hearts about 
making changes, they are making changes daily, those 
businessmen who are aggressive are constantly alert 
to making necessary changes, but I would ask Mr, 
Rolling specifically what is your connection with 
the Retail Merchants Association? 

MR, ROLLING: I'm General Manager 
in Ontario. 

MR. REILLY: So you are General 
Manager of Ontario. Just to get it clear in my 
own mind, you have 4,000 members in Ontario. Do 
they pay a fee or does it depend upon the size 
of the organization or the number of employees as 
to what fee they pay to belong to your organization? 

MR, ROLLING: It is not graduated, 
Mr. Reilly. There is an annual fee for membership 
and we provide some services (rest of sentence 
inaudible) 

MR. REILLY: There are 60,000 
retail merchants of which you made mention earlier -- 
are they in Ontario? 

MR, ROLLING: They would be across 
Canada. 

MR. REILLY: Because when you 
referred to the 180,000 across Canada, I wondered 
which 60,000 were the retailers. | 

MR, ROLLING: Well; Mr, Reilly, a 


number, a great number of the listed retail establish- 
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ments would take in the sale of alcoholic beverages, 
motor vehicles -- I've listed some of them here -- 
restaurants, they would have to be divorced, but they 
are classified generally as retail (rest of sentence 
inaudible) 

Our membership fluctuates because 
everyone is not due at a certain date of the year, 
maybe the first of January, they may not be due til 
the date they joined today at this time next year, 
therefore we always have a fluctuating total. And 
we have members who are members for three or four 
years and this year they are not members, They 
seem to consider once a member wave a member, 

This is the independent retailer. 

MR, REILLY: Your colleague, Mr. More, 
indicated that perhaps one in ten came in and asked 
about the percentage of the rate of interest and I 
think that Mr. Boys indicated that maybe one in 20, 
Have you got some idea of how the average is -- are 
more of your members interested from the standpoint 
of a dollar interest cost or from the standpoint 
of percentage of interest? 

MR. MORE: We have eiveaay indicated, 
sir, that it was the dollar. 

MR, REILLY: I know what you did 
and I know what Mr. Boys did, I was asking Mr. Rolling 
from the standpoint of the entire membership would 
he have any idea? 

MR, ROLLING: As to that we haven't 


conducted a survey on that particular point but that 
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is the general feeling that dollars and cents is 
much more easily handled. 

MR, REILLY: Would Mr, Boys care 
to tell us about what happens in a case where it 
went beyond 24 months? He has said that he never 
accepts any contract beyond 24 months. What happens 
when it does go beyond 24 months. 

MR. BOYS: I accept perhaps one a 
year, that's all. 

MR. REILLY: Do you change your 
rate of interest when it exceeds a period of 24 months? 

MR, BOYS: No, it is still 9% on 
the unpaid balance though I caution them if it is 
at all possible I would like them to pay it off 
within 24 months and I write very few contracts that 
way. That is not a problem, going over the 24 months. 

MR, REILLY: The only thing I would 
say to Mr. Oliver, Mr. Chairman, in connection with 
disclosing a fee after this nature is you would have 
to, it would be imperative to have some understanding 
or some control from the standpoint of our banking 
rates and what would be expressed as bank interest 
if we were going to show or ask these people to 
reveal these rates as 14 or 16 or something else. 

MR, LAWRENCE: You mean it would 
drive them all to the banks to get credit? 

MR, REILLY: Well, you see, the 
banks at the present time, I understand, doesn't 
come under our jurisdiction and it has a 6% rate, 


and if the 6% rate is tantamount to 11.4 on a declining 
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balance then I think we would have to ask the 
cooperation of the banks to reveal this rate as 11.4 
if we are going to be fair to the retail merchants. 
MR.,ROLLING: The suggestion has 
already been made to the Committee at a joint meeting. 
MR, REILLY: And the other obser- 
vation in connection with it, I think, Mr. Chairman, 
is simply this -- the effect has been pointed out 
from the standpoint of the effect on the economy and 
from the standpoint of the effect on employment. I 
think that when the retailers make it possible for 
people to purchase refrigerators and stoves and 
all that there are countless hundreds and thousands 
of units that are being produced that otherwise would 
not be produced if he didn't have a credit system. 
And this is something that we must not lose sight of. 
MR. ROLLING: We as a national 
association have made the recommendation for some 
cases in the Banking Act to give a little more 
elasticity to the banks in their dealings at the 
retail level. That is the retailers level that 
purely involves credit. Some of these recommendations 
have already been embodied in the findings of the 
Royal Commission and the recommendations are now made 
at the federal level. This of course is agreed to 
generally by the banking community too. I think perhaps 
that this may take some time to accomplish, but it 
is in the recommendations of the Royal Commission on 
Taxation, some of which was made by ourselves. 


THE CHAIRMAN: Are you completed, Mr. 
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TORONTO, ONTARIO 3052 
Reilly? 
| MR, REILLY: Thank you, Mr. Chairman. 

THE CHAIRMAN: Mr. Irwin? 

MR, IRWIN: Mr. Chairman, I just 
wanted to correct the record there, or the impression 
in the record in regard to two comments that have 
been made, Mr. MacDonald, in regard to your 
calculations I think you would want it placed on 
the record that while taking the interpretation 
of the effect of the interest in the way you had 
calculated it, if done that way the facts would 
appear to be correct, but where you have a blended 
payment -- if I understand the terms of the contract 
it was $750.00 borrowed for a period of 60 months. 
The effective rate over the entire term of the 
contract is only about 14%. I don't think it is 
correct to leave that impression. 

The second impression I would like 
to put straight. I have no obsession about disclosing 
interest. Statements are made in connection with 
the technical problems involved with declaring an 
interest rate. I think I have to make it clear 
that it can be done. Nothing in the record states, 
since I have sat on the Committee, indicates that I 
have said it should be done. I'm not saying it 
should be done, 

MR, REILLY: You will agree that you 
are a little closer to the picture than the average 
carpenter or electrician or consumer? 


MR, IRWIN: And the third point is 
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ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO 3053 
merely in the form of a question directed to the 
gentlemen is -- I agree the economic implications of 
disclosure are very, very important. I feel that 
there are two economic possibilities. I have no 
means at the moment of evaluating them. It's 
possible that such disclosure could change the 
pattern of lending or extending credit and therefore 
might encourage certain institutions and discourage 
others, It might discourage retail buying. I don't 
know, That's sort of an adjustment of the economy. 
The second effect would perhaps be an overall one, 
that it might have a discouraging effect on buying 
generally, like Mr. Reilly is suggesting. But 
the important thing about these two things is that 
while they seem to me to be of fundamental importance 
to this discussion, nobody has attempted to give 
us any evaluation of this and this might be something 
that you might consider, People make the suggestion 
that there would be very deleterious effects on the 
economy and on buying but nobody has attempted to 
evaluate to what extent. 

MR, ROLLING: This is an assumption, 
Mr, Irwin, that it would because it is a change in 
pattern. I think it would be quite difficult to 
evaluate what was going to happen when one is not 
in a position to first of all evaluate what was 
going to be, if anything, brought forth in the form 
of regulations. I would like to say this to the 
Committee and the Chairman, that we as the Retail 


Merchants Association of Canada (Ontario) would be 
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most happy to act as a sounding board to assist the 
Committee in future deliberations or in consultations 
and put our facilities completely at your disposal. 

MR, MACDONALD: Mr. Chairman, I just 
want to make a comment by way of a personal comment 
on this. Undoubtedly you are going to thank these 
gentlemen as you always do in your gracious way, 
but I want to especially thank them because they 
have come here accepting basically the Retail 
Council's brief but at least you have been openminded 
and you presented your reactions to the thing and 
you say now you are willing to be a sounding 
board, And I know of no better sounding board in 
terms of a group that is not the real fault and 
for whom we don't want to create unnecessary 
difficulties, but we, as you see, are being driven 
to try and find a yardstick. And if you will work 
with us in trying to find a yardstick that doesn't 
complicate your lives ms you are not the real problem 
-- I must say that I had the feeling the last couple 
of days that there was an awful lot to be hidden 
and an effort to keep it hidden, But this hasn't 
been the case in your instance... In other words this 
openmindedness, I think, is going to help us find 
the solution. 

THE CHAIRMAN: Gentlemen, I can't 
add anything to that. We do appreciate what you 
have said to the susteittee and I am sure it will be 
of much help to us and you have been very frank with 
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very refreshing. Anything else? Then this meeting 
is adjourned. 

MR, LAWRENCE: Mr. Chairman, before 
you adjourn the meeting -- I missed the beginning -- 
you Seate intend to reconvene this afternoon? 

THE CHAIRMAN: No, 

MR. LAWRENCE: I believe you have 
indicated that we are not going to sit until October? 

THE CHAIRMAN: If Mr. Sedgwick will 
wait -- he is leaving shortly for England and he is 
going to look into the English legislation, as you 
know. There would be very little we could do in 
September so we are not planning to have any meetings 
in September but we will have in Ottawa in October 
and probably three meetings. 

MR, LAWRENCE: I was wondering in 
the interval -- I mean there is going to be a two 
months gap -- if we couldn't have some statistical 
work done for us, and in spite of Mr. Sedgwick's 
absence I think really it is about time, past time 
quite frankly, that we should have some comparative 
legislation. 

MR, REILLY: Your last statement 
Lididntt: set. 

MR. LAWRENCE: We should have some 
comparative legislation before us 80 that when a 
group comes in we can say, ‘Well, North Dakota has 
such and such legislation, or Saskatchewan or 
Manitoba or Mahatma Ghandi or somebody has got 


something down here, what do you people say about this? " 
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TORONTO, ONTARIO 3056 
I mean there is a lot of jurisdiction at the moment 
and I think we should have this before us before 
we go any further. We have a two months gap here. 
As these groups come before us as well I think it is 
rather unfair that we have to ask the Council for 
the retail credit -” 

THE CHAIRMAN: We did cover that 
at the very beginning of our meetings. We had the 
Attorney General's representative here. 

MR, MACDONALD: Well Mr. Chairman, 
if our Secretary -- before Mr. Sedgwick leaves 
perhaps some preliminaries could be done in terms 
of the material that is available here now, 

MR, SEDGWICK: We did have -- it's 
avery old study of comparative legislation. 

MR. LAWRENCE: I vaguely remember 
that. I don't remember North Dakota coming into the 
thing. 

MR. SEDGWICK: Oh, no, North Dakota 
didn't. 

MR, LAWRENCE: As a matter of fact 
T think we had two paragraphs, one relating to certain 
intended legislation in Alberta and other legislation 
that has never been proclaimed in Manitoba. Other 
than that I don't think we have had anything. Right 
next door in Quebec there is some very important 
legislation. I don't think we -- 

MR. REILLY: That was covered. As 
a matter of fact wasn't it Mr. McKenzie who covered 


that thoroughly. 
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MR, SEDGWICK: We had the ( ) 
before us. Certainly we didn't have everything 
of the 50 States of the Union. 

MR, LAWRENCE: I mean a lot of 
work has been done in the two years that we started, 
or whenever it was that we did start. 

THE CHAIRMAN: Well, we can be 
working on that and Mr. Harcourt and our staff 
will be working on that, in getting that information 
and making it available to us. Then we will have 
Mr, Sedgwick's report on English legislation when 
he comes back. 

MR, SEDGWICK: I don't know of 
a central bureau in the States. 

MR, LAWRENCE: I think the AG's 
Department have done a lot more work on it since 
we started. 

THE CHAIRMAN: We can bring that 
up to date and be working on that during the month 
of September. It doesn't look at the moment as 
if we can do any other useful work, 

MR. MACDONALD: Mr. Chairman, are 
you contemplating getting at this door to door thing 
following Mr. Sedgwick's report? 

THE CHAIRMAN: Yes. 

MR. MACDONALD: Presumably in 
November, if we are going to Ottawa in October. 
Because I have a number of cases -- I could discuss 
them in detail with the Secretary or our Counsel, 


that I think, which have been brought to my attention, 
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and undoubtedly all the other members of the 
Committee have them, and I think they are good 
illustrations of it, related to one or two of the 
finance companies which apparently deal in some 
of what has come to be described as hot paper. 
And to explore this whole area and part of the door 
to door selling and come to some conclusions on 
what legislation could be passed here. But presumably 
we will have October in terms of lining that up. 

MR, SEDGWICK: Mr. MacDonald, I feel 
that the one remaining field that is of great 
importance is this door to door selling that we 
haven't touched on at all. 

THE CHAIRMAN: A further investigatioi 
into this -- 

MR. LAWRENCE: Would it therefore 
be your intention, Mr. Chairman, that we should make 
a final report to the Legislature at this session? 

THE CHAIRMAN: Well if it's possible 
for us to complete and the Committee feels that we 
have completed our investigation by the end of the 
year then we should consider giving a final report. 
We have covered, I think, the ground quite extensively, 
except for these one or two areas that seem to need 
to be investigated. 

Any other comments? Then we will 


adjourn then until October. 
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